


Unit 1: Fundamentals of Retailing 
Session 1: Basics of Retailing 


A. Fill in the blanks 


1. Consumer 2. Manufacturer 3. Small, scattered 
4. Unorganised 5. Organised 6. Goods, services 
7. Hypermarkets 


B. Multiple choice questions 


1. (d) 2. (c) 3. (c) 4. (a) 
5. (a) 6. (b) 7. (a) 8. (c) 

C. State whether the following are True or False 
1. True 2. False 3. True 4. False 
5. False 

D. Match the columns 
1. (F) 2. (G) 3. (D) 4. (A) 5:-(IT) 
6. (B) 7. (E) 8. (C) 


Session 2: Sales Associate Services to Customers 


A. Fill in the blanks 


1. Consumption 2. Customer satisfaction 3. Impulsive 


B. Multiple choice questions 


1. (d) 2. (b) 3. (a) 4. (b) 
5. (b) 6. (d) 
C. State whether the following are True or False 
1. True 2. False 3. False 4. True 
5. False 6. True 7. False 
D. Match the columns 
1. (E) 2. (C) 3. (D) 4. (F) 
5. (A) 6. (H) 7. (B) 8. (G) 


Session 3: Skills for Handling Retail Business 


A. Fill in the blanks 


1. Goal orientation 2. Transaction 3. Patience 


B. Multiple choice questions 


1. (d) 2. (b) 3. (b) 4. (c) 5. (d) 
6. (b) 7. (d) 
C. State whether the following are True or False 
1. False 2. True 3. True 
4. False 
D. Match the columns 
1. (E) 2. (D) 3. (A) 4. (B) 5. (C) 
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Session 4: Duties and Responsibilities of a Sales Associate NOTES 
A. Fill in the blanks 


1. customers 2. information 3. selling 


B. Multiple choice questions 


1. (d) 2. (a) 
C. State whether the following are True or False 
1. False 2. True 3. False 
D. Match the columns 
1. (C) 2. (E) 3. (A) 4. (B) 5. (D) 


Unit 2: Process of Credit Application 
Session 1: Features and Conditions for Credit Sales 
A. Fill in the blanks 

1. payment 2. seller, customer 


B. Multiple choice questions 


1. (b) 2. (d) 

C. State whether the following are True or False 
1. False 2. Trūe 3. True 

D. Match the columns 
1. (D) 2. (A) 3. (D) 4. (B) 


Session 2: Credit Checks and Getting Authorisation 


A. Fill in the blanks 
1. bad debts 2. authorisation 


B. Multiple choice questions 

1. (a) 2. (b) 3. (a) 
C. State whether the following are True or False 

1. True 2. False 3. True 4. False 
Session 3: Processing Credit Requisitions 


A. Fill in the blanks 


1. Requisition 2.credit requisition 

3. Credit limit 4. vendors 
B. Multiple choice questions 

1. (c) 2. (a) 3. (b) 4. (a) 
C. State whether the following are True or False 

1. False 2. True 3. False 4. True 
D. Match the columns 

1. (D) 2. (A) 3. (C) 4. (B) 
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NOTES Session 4: Techniques for Determining Creditworthiness 
A. Fill in the blanks 


1. Creditworthiness 2. purchases 
3. Credit reporting agencies 4. Capital 


B. Multiple choice questions 


1. (b) 2. (b) 3. (b) 4. (a) 5. (a) 
C. State whether the following are True or False 

l; True 2. False 3. True 
D. Match the columns 

1. (E) 2. (A) 3. (D) 4. (B) 5. (C) 


Unit 3: Mechanism for Customers to Choose Right Products 
Session 1: Methods of Selling 
A. Fill in the blanks 


1. Sale 2. Proforma Sale 3. Auction 
4. rearrange 


B. Multiple choice questions 


1. (a) 2. (a) 3. (b) 4. (c) 
C. State whether the following are True or False 
1. True 2. True 3. False 
D. Match the columns 
1. (E) 2. (D) 3. (F) 4. (C) 5. (G) 
6. (B) T. (A) 


Session 2: Sales Promotional Activities 


A. Fill in the blanks 


1. sales promotion 2. In-store 


B. Multiple choice questions 


1. (b) 2. (c) 3. (c) 4. (a) 5. (d) 
C. State whether the following are True or False 

1. True 2. False 3. True 4. False 
D. Match the columns 

1. (G) 2. (E) 3. (A) 4. (F) 5. (B) 

6. (C) 7. (D) 


Session 3: Responding to Questions and Comments 


A. Fill in the blanks 


1. close 2. positive 3. customer’s 
4. information 5. empathy 
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B. Multiple choice questions NOTES 


1. (b) 2. (a) 3. (b) 4. (b) 
C. State whether the following are True or False 

1. True 2. True 3.False 4. False 
D. Match the columns 

1. (C) 2. (D) 3. (E) 4. (A) 5. (B) 


Session 4: Techniques of Closing a Sale 


A. Fill in the blanks 


1. Closing a sale 2. Close 
3. Ask for it close 4. Order form close 


B. Multiple choice questions 


1. (c) 2. (b) 3. (a) 4. (a) Ds (C) 
C. State whether the following are True or False 

1. True 2. True 3. True 4. False 
D. Match the columns 

1. (D) 2. (C) 3. (E) 4. (F) 5. (B) 

6. (A) 


Unit 4: Specialty Support to Customers 
Session 1: Providing Product Information 


A. Fill in the blanks 


1. Sales associate 2. Product information 


B. Multiple Choice Questions 


1. (a) 2. (b) 3. (a) 
C. State whether the following are True or False 
1. True 2. True 3. False 4. False 


Session 2: Techniques to Encourage Customers 
to Buy Products 


A. Fill in the blanks 


1. action plan 2. handwritten 


B. Multiple choice questions 


1. (b) 2. (a) 
C. State whether the following are True or False 

1. True 2. True 3., 1rue 4. False 
D. Match the columns 

1. (D) 2. (E) 3. (A) 4. (B) 5. (C) 
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NOTES Session 3: Personalised Customer Service 
A. Fill in the blanks 
1. sale 2. superior 3. personalisation 


B. State whether the following are True or False 


1. True 2. True 3. True 
C. Match the columns 
1. (C) 2. (E) 3. (A) 4. (B) 5. (D) 


Session 4: Post-sales Service Support 


A. Fill in the blanks 


1. customer training 2. order forms 
3. companies 


B. Multiple choice questions 
1. (a) 2. (C) 


C. State whether the following are True or False 

1. True 2. True 3. True 4. True 
Unit 5: Health and Safety Management 
Session 1: Health and Safety Requirements 


A. Fill in the blanks 


1. Health and safety program 2. Health 
B. Multiple choice questions 

1. (d) 2. (d) 
C. State whether the following are True or False 

1. False 2. True 


Session 2: Equipment and Material 
A. Fill in the blanks 
1. Emergencies 2. smoke detector 


B. Multiple choice questions 


1. (d) 2. (a) 3. (b) 
C. State whether the following are True or False 
1. True 2. False 
D. Match the columns 
1. (E) 2. (C) 3. (A) 4. (B) 5. (D) 
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Session 3: Dealing with Accidents and Emergencies 
A. Fill in the blanks 


1. short-circuit 2. Emergencies 
3. attention 4. remedial 5. unavoidable 


NOTES 


B. Multiple choice questions 


1. (d) 2. (d) 3. (a) 4. (d) 
C. State whether the following are True or False 
1. True 2. True 3. False 


Session 4: Reporting Accidents and Emergencies 


A. Fill in the blanks 


1. Reporting 2. First aid kit 3. danger 
B. State whether the following are True or False 
1. True 2. False 
C. Match the columns 
1. (B) 2. (D) 3. (A) 4. (E) 5, {C) 
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